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INTRODUCTION The latest wave of corporate migration is taking companies from states 
in the northern and easter parts of the nation to the south and west. 
To a large degree, the move reflects a change in transportation and com-
munications technology. 
2 
Sinnions Company, maker of mattresses and other furniture products, will set 
up its new corporate headquarters in suburban Atlanta. The move from Man-
hatten was prompted by commuting problems and technological changes. 
The move will be part of a corporate reorganization by Simmons in an effort 
to increase productivity of the executives in the company. 
This terminal project, in leading to the programming and design of the 
Simmons Company Corporate Headquarters, will examine first the cause of the 
corporate migration to the suburbs as well as the considerations in re-
locating the Simmons Company Corporate Headquarters to suburban Atlanta. 
The operations and functions within the company will then be determined to 
understand the company's framework. The project will terminate with the 





Over the years there have been three distinct waves of corporate migration. 
The first, which began in the closing decades of the nineteenth century and 
continued through the opening decades of the twentieth, brought young and 
ambitious companies from their home towns to the financial and communication 
centers. Exxon, which started out in Cleveland as Standard Oil Trust, moved 
to New York in 1882. Brunwick Corporation moved from Cincinnati to Chicago 
in the 1880's. Simmons Company migrated from Kenosha, Wisconsin, to New York 
in 1919. 
A second wave, which began in the early l960's, has taken scores of large 
and well established companies from big cities to suburbs. It has carried 
IBM from New York City to Armonk, Brunswick from downtown Chicago to Skokie, 
and Excel lo Corporation from Detroit to nearby Troy, Michigan. 
Now a third wave of corporate migration has begun to transplant U.S. corpo-
rations from the northern and eastern regions of the country to states in 
the south and west. Johns·Manville, Atlantic Richfield, Gardner•Denver, and 
Greyhound are just a few of the companies that have already taken part in 
this newest migration. It is likely that a lot more companies will join them 
before the wave crests. The outlook here spells fu r ther trouble for the big 
cities of the northeast and the midwest. To a great extent these cities are 
5 
victims of forces they cannot control. The out-migration of corporations 
to the south and the west reflects not only the deterioration of the tra-
ditional headquarters cities but also technological changes and shifts in 
attitudes and ways of 1 ife. 
What motivates a corporation to pack its files, disrupt the 1 ives of its 
families, and set up shop somewhere else? One answer favored by disgruntled 
employees being left behind and outraged mayors of cities losing tax revenue 
is that companies move to make 1 ife more pleasant for the chief executive--
to reduce his taxes, to cut down his commuting time. From an objective view-
point, a good case can be made tnat the boss's personal welfare is of no small 
consequence to the welfare of a company, and that it should be a factor in any 
decision to relocate, but it should not be the overriding factor. 
What then are the factors? The answer depends to a large extent on what part 
of the company is being moved. The decision to relocate an existing plant, 
for example, is based on calculable factors such as labor and power costs, 
transportation, and accessibility to raw materials and markets. Economic 
considerations are not decisive, however, when it comes to moving a company 
headquarters. The cost of operating the headquarters' office of a large 
multinational corporation do not vary much with location. For one thing, 
6 
the salary scales of executives, who compose fifty percent of the average 
headquarters staff, depend on the industry and on the company's size as 
measured by sales; geography is not a factor. The salaries of clerical 
workers at a company's headquarters do vary with geography, but a large 
corporation with a small headquarters staff and with employees scattered in 
a number of places around the world can save only a negligible amount of 
money by moving its headquarters to a city where clerical help is cheaper. 
The location of a corporation's headquarters office does not substantially 
affect the total amount of taxes the company pays. This is because corporate 
taxes are based not on the company's mailbox, but on the location of its 
employees, its sales, and its property. 
H. Robert Marshalk, the vice chairman of Richardson, Merrell Company, says 
his company knew it would not save a dime on taxes when it moved from New 
York City to Wilton, Connecticut, in 1974, despite Connecticut's lower tax 
rates. 
Exectuvies explaining why their company moved its headquarters do not even 
try to make a hard economic case. With minor variations, their answers tend 
to resemble Robert Marshalk's explanation of why Richardson, Merrell left 
New York City. 
7 
Robert Marshalk's decision was "based on a subjective judgement that we 
would be more comfortable and more productive in an atmosphere that was--
how shall I put this--less stressful. 111 One reason for the stress in the 
old atmosphere, he goes on to say, was the neighborhood "was becoming an 
unpleasant part of town. The street had a kind of honky-tonk atmosphere. 
There was even a topless bar down the block. We just felt it was time to 
move out. 11 
This is a recurrent theme. The decline of the cities is by far the most 
important reason so many corporations have moved their headquarters since 
the early 1960's. High crime rates, dirty streets, a shortage of trained 
clerical workers, and the miseries of corm1uting in from the suburbs made a 
lot of top executives who worked in the cities want to get out of them. 
During the 1960's and right up into the 1970's, virtually all corporations 
that moved out of the cities relocated in the suburbs. What has happened 
in recent years is that the development of transportation and communication 
technology has cut the cords that bound big corporations to the traditional 
headquarters cities. Top executives can work far from New York or Chicago 
or anywhere and still be able to roam the globe by air and to enjoy the 
services of support organizations , such as banks and law firms, that once 
8 
were readily available only to city based corporations. 
A long distance move affords special opportunities to alter the managerial 
structure and weed the headquarters personnel. Obviously, such changes could 
be made without moving at all, or in connection with moving to the suburbs. 
But chief executives who have done it say the physical act of relocating to a 
different part of the country makes it especially easy to shake things up and 
put them together in a new way with new ideas. It is a great opportunity to 
reexamine every corporate action you take and every corporate pol icy you have. 
Executives in different parts of the company who have been scattered in several 
buildings, and even in different cities, can be brought under the same roof. 2 
The Grant Simmons-Simmons Company states "the pace of decision-making has 
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SIMMONS COMPANY 
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The Si1TV11ons Company and its subsidiaries manufacture and market a broad 
range of furniture and accessories for the home, hospitals, nursing homes, 
hotels and motels. The company produces a wide variety of mattresses and 
box springs in the United States, Puerto Rico and 12 foreign countries; 
upholstered furniture of which the major item is convertible sofas; and a 
broad 1 ine of home furnishings, including wood and metal tables and chairs, 
fabrics, draperies, decorative pillows, wall coverings, lamps and sculpture. 
The company sells specialized sleep products and furnishings to commercial 
institutions and provides a comprehensive turnkey furnishings package service. 
The company also manufactures wood and metal caskets. 
The company 1 s activities are conducted through divisions and subsidiaries 
which are generally divided into five operating groups: domestic sleep 
products, domestic upholstered products, other domestic products (princi-
pally home furnishings and related accessories), institutional products, 
and international operations (principally sleep products). (See Figure 1) 
In addition, American Acceptance Corporation, a wholly-owned unconsolidated 
subsidiary of the company, provides 11 floor-plan 11 inventory financing which is 
principally utilized by other companies. Figure 2 shows, for the five years 
ending December 31, 1975, the approximate percentage contribution of each of 








The company was the first national United States manufacturer of mattresses 
and box springs and continues to be a leader in the development of these 
products. Its Beautyrest pocketed-coil mattresses and coordinated box 
springs have been in existence for 50 years and have been the industry 
standard for quality, style and comfort. In addition to Beautyrest, the 
company manufactures open-coil, innerspring mattresses and box springs in 
a wide variety of constructions and upholstery treatments. The company's 
sleep products are manufactured and sold on a nationwide basis through home 
furnishing stores, retail sleep shops, department stores and mass merchandisers. 
The company's Hide-A-Bed sofas offer the style and seating comfort of a sofa 
and also provide the additional feature of a concealed Simmons bed. The 
Hide-A-Bed sofa constitutes the largest element of the company's upholstered 
furniture, which includes contemporary styled sofas and chairs manufactured 
by the Selig and Debu/Flair Subsidiaries. Production of traditional style 
sofas and chairs by the company's Simbol ic Division was discontinued in 1975, 
The following table (Table 1) lists the subsidiaries included in the other 
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Artisan House - manufacturer of hand-crafted decorative wall and table 
sculpture 
Bloomcraft - converter of printed fabrics, manufacturer of bedspreads, 
curtains, and decorative pillows 
Boston Burial - distributor of burial caskets 
Brenner Casket - distributor of burial caskets 
Chicago Spring - manufacturer of mattress components 
Elgin Metal Casket - manufacturer of metal burial caskets 
Greef Fabrics - designer and distributor of printed fabrics, decorator 
carpet and wall coverings 
Katzenback and Warren - manufacturer and distributor of wall coverings 
Raymer/Richards, Morgenthau - distributor and importer of wood and metal 
tables and chairs, home accessories and manufacturer of 
lamps. 
York-Hoover - manufacturer of wood and metal caskets 
14 




motels, condominiums, hospitals, and nursing homes including sleep products, 
upholstered furniture, draperies and occasional furniture produced princi-
pally by Thonet, A Subsidiary, The Hausted Division. The company's contract 
studio is available to consult, recommend, specify, coordinate and deliver 
virtually every institutional furnishing item necessary for a broad range of 
end uses all on a turnkey basis. 
Simmons produces and/or markets bedding products in Puerto Rico and 12 
foreign countries: Algeria, Argentina, Australia, Brazil, Canada, England, 
France, Italy, Japan, Mexico, Morocco, and Venezuela. Products vary accord-
ing to local standards and custom, but generally include a Beautyrest. An 
open coil line of mattresses and box springs operation in Canada is the 
largest of any of the company's foreign business. Sales in Canada include 
bedding products, upholstered furniture, a line of museum reproduction wood 
furniture and institutional furniture. (See Figure 2) 
The domestic sleep products industry is characterized as highly competitive. 
The principal areas of competition are price and manufacturer's reputation 
regarding quality, service and ability to deliver on a prompt basis. The 
company estimates that its sale of bedding is approximately 23% of the total 
MARKET I NG 
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dollar volume of sales in the domestic bedding market. The company encounters 
competition in varying degrees from each of the approximately 1,000 companies 
engaged in one or more phases of production. The principal market in which 
the company competes is the wholesale distribution to furnishings retailers 
and department stores. The domestic furnishings industry is widely dispersed 
geographically. There are over 5,000 manufacturers making wood, upholstered 
and metal furniture for the domestic and institutional markets. Almost two-
thirds of these firms have fewer than 20 employees, and what is probably the 
largest domestic furniture manufacturer accounts for less than 3% of the 
total dollar volume of furniture shipments. The principal areas of compe-
tition are brand recognition, style, quality and price. The company en-
counters severe competition from the approximately fifteen major national 
companies which account for an estimated 15% of the total industry shipments, 
as well as from numerous local manufacturers. The company's share of the 
domestic furniture market is not significant. Competition in the company's 
international operations varies from country to country depending upon local 
market conditions. 
The company's sleep products are marketed in the United States by company 
salesmen who sell directly to retailers. The company's largest customer is 
Sear, Roebuck and Company, whose purchases of mattresses and box springs 
(") 
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for sale under its private label accounted for approximately 10% of con-
solidated net sales in 1975. 
17 
Sleep products are manufactured and held in inventory at the company's 61 
shipping points located throughout the United States. The companyis other 
products are sold directly to retailers by salesmen of the particular sub-
sidiary or division, except that certain decorator items are only sold through 
1 icensed decorators at company showrooms. 
The company does not believe that any federal, state, or local provision 
regulating the discharge of materials into the environment, or otherwise 
relating to the protection of the environment, will have any material effect 
upon the capital expenditures, earnings or competitive position of the 
company. 
The company employs approximately 13,850 persons and its business is not 
4 
seasonal. 
A financial review showing sales in mill ions of dollars for the years of 
1971 through 1975 is shown in Figure 3. 
sa 1es ,n m1111ons 
net income 1n m1111ons 
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Decision to Move 
20 
SIMMONS COMPANY The Simmons Company had made a positive decision back in 1919 to move its 
CORPORATE HEADQUARTERS 
DECISION TO MOVE 
headquarters from Kenosha, Wisconsin, to Manhatten. The company, founded 
in 1870, was a small but growing mattress company then and Grant Simmons' 
grandfather found that the problem with Kenosha was its distance from the 
big banks, ad agencies, the topflight legal talent and the bright young 
men who were streaking out of small towns and into the big cities. The 
elder Simmons heed for what the cities had to offer outweighed his personal 
affection for Kenosha, and in 1919 the company packed its files and went 
off to Manhatten. This move was crucial to Simmons' becoming a national 
business. 
The move east was a success and by 1970 the company ranked 365th on the 
Fortune 500 list , and it had gtown from a bedding company into a multi-
national producer of juvenile furniture, home furnishings, fabrics, carpets, 
and institutional furniture. It even owned a casket company. 5 
Grant G. Simmons, Jr., New York aristocrat, member of the Board of Directors 
of the Metropolitan Opera Association, heir to a family fortune based on 
Beautyrest mattresses, and chairman of the company his great grandfather had 
founded in 1870, is well known for his ecological bent, being a member of 
the Board of Directors of the Audubon Society. 6 
21 
Robert P. Tyler, Jr., a soft-spoken southerner who had joined Simmons 
twenty years before as a sales trainee, is now President and on the Board 
of Directors. 
The Simmons Company had been headquartered in New York for fifty years. 
Grant Simmons over the last ten years had found himself bringing up the 
question of whether to stay in New York or to get out. For years Simmons 
had observed the departure of one big company after another to the suburbs 
of New York City, however Simmons had always decided to stay in New York to 
do business. It was the center of things, communications were excellent, 
it was a convenient city for foreign customers to visit, executives could 
catch airplanes bound almost anywhere, and the bank and law firms and ad 
agencies were in the city. 
Robert Tyler, who was soon to be appointed president under Simmons 1 reorgani-
zation, had many counter statements for staying in New York. Tyler pointed 
out that telephones and teletypes had made communication fast and easy from 
any city, and that the air travel system in the United States had become so 
extremely efficient that businessmen could be headquartered anywhere and 
still roam the globe without much difficulty. The company 1 s banks, law 
firms, or ad agencies would find the company wherever it went. It was also 
22 
noted that out of the top 100 U.S. corporations on Fortune's list, more than 
sixty percent were not located in New York. It was further realized that 
because of the international nature of the business there was no geographical 
point of gravitation. 7 
Much of the company's growth and diversification came about during the 1960's, 
through an extensive acquisition program directed by Grant Simmons. But 1 ike 
so many acqusition programs, this one had raised problems. The newly acquired 
companies were scattered all over the country, and they had their own ways of 
operating. Simmons knew that a major restructuring of the headquarters staff 
was necessary. If Sinmons Company was to prosper during the final decades of 
this century, it would have to have a management system that reflected the 
large and more diversified organization it had become. 
Promoting Tyler to the presidency was just part of Grant Simmons' plan for 
consolidating the new divisions and for getting them into an efficient 
structure. He also planned to replace the company's two executive vice 
presidents and its controller, all of whom were approaching retirement age, 
with younger men more familiar with the problems of managing a highly 
d · · f · d • 
8 1vers1 1e corporation. 
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Like his grandfather, fifty years before, Grant Simmons recognized that the 
time had come to give his company a fresh start, to jolt it forward into 
the future. It was time to pack up the files again and move. Simmons knew 
the move to Atlanta would prove just as crucial towards the goal of becoming 
a leading manufacturer of all kinds of furniture the world over. 
Grant Simmons directed the transfer of authority from the old management 
team to the new one. He chose executives to replace the ones who would be 
retiring, and asked some members of the old management team to remain with 
the company beyond their normal retirement dates. Part of the reason for 
such a massive change on one day was to make it possible for their successors, 
coming as they did from other parts of the country, to make only one move to 
the new headquarters city, thus avoiding several unnaturally brief and ex-
pensive tenures in New York City. 
Simmons needed at the new headquarters to incorporate a number of activities 
which were not, but should long since have been, brought together as a part 
of the top management. These activities were the national purchasing organi-
zation, the national human resources management, the international management, 
and the national systems and data processing group. These had been located 
in other parts of New York City and northern New Jersey. And the National 
Systems Department had grown up in the midwest. 
24 
The headquarters staff will go up from forty-five people in Manhatten to 
seventy-five people in Atlanta. 
Simmons was early convinced that if they moved from the urban stresses of 
New York City they could best improve executive productivity and efficiency 
by moving to a quiet, rural, hopefully sylvan atmosphere. Traffic con-
gestion is one of the few negatives Atlanta shared with New York City. Thus 
it was that they decided early on not locating downtown Atlanta. Simmons 
hoped to commute out from Atlanta in the morning against the traffic and 
back in at night. 9 
Grant Simmons and Robert Tyler believe that the move to Atlanta will be the 
right thing to do, but there is no real way to measure an executive 1 s pro-
ductivity, no way to say for sure that the company would not have done just 
as well had it remained in New York. At the very least, however, it can be 
said that the move will shake things up and give the new corporate structure 
. h' h . . l 0 a rare opportunity to putt 1ngs toget er 1n its own way. 
But what happens when the excitement and the enthusiasm engendered by the 
move wear off? Fifty years from now will some company executive or a 
descendant of Grant Simmons argue that the company does not need to be in 
l l Atlanta? 












~Productivity. The new headquarters should expect to bring improvement 
in top management efficiency and productivity with a marked increase in 
tempo within the company's daily routine. 
e1n Manhattan the commuting was wasteful of time and energy, just as 
the frantic pace of the Manhattan day was debilitating. In the new 
headquarters, commuting time should be decreased and executives will 
be working longer and harder with fewer distractions and less fatigue. 
The building and environment around it should stimulate the decision 
k
. 12 ma 1ng process. 
esimmons will implement lunch being served in the building so that it 
should be a rare event for an employee to leave the building to eat 
elsewhere. Every employee will have a fixed amount taken out of his 
paycheck each month to pay for lunch. There will be no alchol ic 
beverages served at lunch and no temptation to run errands that would 
waste a lot of time and energy. The dining building should be a 
different experience and environment from the office module. This 
will help take stress off of the employees. 
~Environmental. Grant Simmons set down several guidelines for the relation-
ship of the building to the environment. Being on the Board of Directors 
27 
of the National Audubon Society, he is concerned with the preservation 
of the environment. 
eThe building and parking should minimize ecological impact and have 
the building unobstrusive. 
eGrant Simmons stated "another early determination was not only to be 
in the country and in the woods, but to build a country building of 
country materials and not a downtown office building of urban materials 
out in the country. 111 3 
~Function. The building should have interior efficiency and create an 
ideal working climate with maximum exposure to the environment. 
erhe executive offices will be open plan with maximum visual seclusion. 
eThe secretaries will have an open plan with minimum visual seclusion. 




Once the decision to move was made, the selection of a new headquarters city 
came fairly easily for the corporate ex~cutives. Simmons decided early that 
they would not move to a suburb of New York City. First, many big corporations 
had already moved to the New York suburbs and created a very tight labor market 
for clerical and secretarial workers. But an even more important reason had to 
do with the fact that half of the Simmons executive staff lived north of the 
Hudson River in West Chester, Connecticut, and Long Island, and the other half 
1 ived south of the Hudson in New Jersey. No matter where Simmons Company lo-
cated in the periphery of New York City, they would have magnified, for at 
least one-half of the staff, the very commuting problems which were a primary 
factor in the move decision. Thus, Simmons decided that when they moved every-
body wou 1 d be II in the same boat. 1114 
The Simmons Company has several factors which will determine the city for the 
corporate headquarters. The most important of these include: 
eMajor banking facilities 
eFirst class global telephone and mail service 
• International airport 
• First class medical and educational facilities 
eMore than one mill ion population 
• Cultural facilities and housing opportunities 
30 
On a theoretical basis, Simmons rather quickly discarded the two or three 
possible sites on the Pacific Coast as being too remote, particularly in 
terms of the Simmons industry and its products. Again on a theoretical 
basis, they considered places such as Chicago, St. Louis, and Memphis. How-
ever, the Simmons executives were personally not willing to work in the 
Midwest. 
This narrowed their choices to the Eastern Seaboard. Simmons felt that Boston, 
Philadelphia , and Washington all had in abundance the very negatives which 
prompted their desire to move in the first place. Furthermore, their suburbs 
were also already somewhat populated by the headquarters of large corporations. 
Richmond was too small and Miami too inaccessible and too tropical. Simmons 
believes deeply in the importance of a change of season. They believe deeply 
it is a vital source of renewal and stimulation. 15 
A tremendous proportion of the nation's furniture, floor coverings, and textiles 
are manufactured in the Southeast. Atlanta is not only the hub of the South-
east, it also has a minimum of the characteristics that make New York unat-
tractive. Simmons focused very swiftly on Atlanta. 
Simmons had a large factory in Atlanta, and many of its executives had worked 
in Atlanta at one time or another and had come to enjoy the city. 16 
31 
Atlanta is located amid the foothills of the Applachian range in the north-
west center of Georgia known as the Piedmont Plateau. Atlanta is a metro-
politan area of over 1.5 mill ion people. The capital of Georgia, Atlanta 
has risen to become a major commercial, industrial, transportational and 
cultural center for the southeastern United States. One of the fastest 
growing cities in the nation in recent years, it has provided an example for 
inner city rejuvenation and viability. 
Several factors will determine the location of Simmons Company headquarters 
within Atlanta. The most important of these include: 
• Easily accessible to Atlanta International Airport 
• Easily accessible to neighboring states 
• Easily accessible to city of Atlanta and to the Simmons plant in downtown 
Atlanta 
• Easily accessible to major hotels within Atlanta 
• Secure housing in a high income sector of the city 
• Top health and educational facilities 
• A site which is reasonable and outside of Atlanta to create a quiet 
atmosphere. 17 
Simmons focused from the beginning on the area roughly between 1-85 and 1-75 
north of perimeter 1-285. A site within this wedge would provide Simmons 
Figure 4 
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with easy access to all points as well as excellent housing opportunities. 
Simmons became very interested in a development known as Peachtree Corners, 
14 miles from the city limits of Atlanta in Gwinnett County. This develop-
ment is squarely within the wedge of 1-75 and 1-85. 18 (See Figure 4) 
Peachtree Corners is located in the northern area of metropolitan Atlanta 
and is a planned 8,000 acre community designed to serve a wide variety of 
residential and office needs. (See Figure 5) This development is unusually 
convenient. It is four minutes (five miles) north of 1-285, the perimeter 
expressway, twenty-five minutes (seventeen miles) from downtown Atlanta, and 
thirty minutes (twenty miles) to the Atlanta International Airport. 
The area adjacent to the site is projected to be one of the fastest growing 
corridors for residential properties in the Atlanta region. Along with being 
the highest income district in the city, the site area is near the Chatta-
hoochee River for excellent recreational opportunities. Many hotels exist on 
1-285 near the site corridor for visiting clients. 19 
A two-hundred-forty-three-acre site was selected for the Simmons Company 
headquarters. It is located in the northwest corner of Peachtree Corners. 
The site was selec t ed because of its relationship to Jones Bridge Park and 
because of its seclusion from other developments. (See Figure 6) 
~91'C UNIVERSITY l1'BK1'ft.1 
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The site is found in a largely underdeveloped area, and while no building 
exists on or directly adjacent to it, several multi-family and single 
family residences are located to the south of the site. 
The site is within easy walking distance of Jones Bridge Park on the Chatta-
hoochee River. This may provide many recreational and leisure activities 
for residents of the area as well as employees of the Simmons Company. With 
surrounding areas zoned almost entirely residential, current growth trends 
of the area are starting to focus around the site from the site because of 
the relationship to the Chattahoochee. Automotive access is available to 
the site by means of Georgia 141 and Jones Bridge Road, a two-lane surfaced 
road. 
Extreme variation in slopes and elevations are prominent characteristics 
of this beautiful site. Two major hills, one steeply sloped and a similar 
one moderately sloped are along the east and west edges of the site. A 
stream, which runs south to north to the Chattahoochee, splits the two major 
hills of the site. It runs downhill rather rapidly to the northern part of 
the site which creates a view to the north from either hill. Tree cover 
exists on the center of the site with meadows on the outlying portions, which 
creates excellent opportunities for site entrances. The meadows tend to be a 
37 
visual relief to the thickly wooded center of the site. 
All utilities, water, electricity, and sewer exist on Georgia 141. These 
utilities were put in by Peachtree Corners but are owned by Gwinnett County. 
Mild Climate, moderate temperatures, coupled with year around rainfall, 
typify Atlanta's weather picture. With virtually no 11dry season" Atlanta's 
temperatures achieve a total range annually of approximately 70°. The 
highest recorded temperature range ran from a low of 8°F to a high of 103°F, 
for a maximum temperature range of 95°. Temperatures drop below freezing an 
average of 38 days per year, while highs above 90° are only 48 times a year 
on the annual average. 
Rainfall occurs from 125 to 135 days each year with an average rainfall of 
45 to 50 inches. 
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CASE STUDY Project - Richardson Merrell Corporate Headquarters 
Location - Wilton, Connecticut 
User Area - 196,455 square feet 
Date - 1945 
Architect - Roche and Dinkeloo 
45 
Given a generously endowed 57 acre site, with a rolling meadow by the 
road, Roche decided to ensconce themselves on a slight rise above a ravine 
with a creek gurgling through and just down from the crest of the highest 
hill, widening into a plateau beyond. 
The low lying, strongly linear structure has been situated among oaks, maples, 
pines, and cypress. The building is divided into three sections, representing 
the major divisions of the company. All are interconnected with a central 
corridor, with a balcony-like well in the middle section. All makes the 
element of circulation into a good feeling esplanade with intermittent views 
through the outer offices into sylvan setting. The office layout is a closed 
system with only the outer offices getting the views of the landscape. 
In deference to the site, parking is suppressed directly below the building, 
partially below grade, while a second parking level is located on the roof, 
concealed by parapets. 
46 
Reaching out through the landscape from the headquarters is a 210-foot 
greenhouse connector, 1 inking up with an existing house nearby, around which 
a new employee dining and lounge have been created. 
This headquarters and setting are enhanced by brooks and ponds, attaining 
presence in the landscape without imposing, which is one of the design issues 
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CASE STUDY Project - Weyerhaeuser Corporate Headquarters 
Location - Tacoma, Washington 
User Area - 358,000 square feet 
Date - 1973 
Architect - Skidmore, Owings, and Merrell 
48 
Built into and spanning a miniature valley on a 1230-acre wooded suburban 
site, approximately a mile and a half off the freeway, planted rooftop 
terraces 1 ink the building at either end with the natural landscape, and 
covered walkways run the length of the building outside each floor. The 
structural foundation serves to dam a 10-acre artificial lake created for 
the site. Occupants of the office landscape are participants as well as in 
the immediate exterior landscape of terrace, forrest, meadows and lake. The 
site plan shows the long, low-lying building, its lake, and north and south 
parking, accommodating more than 1 ~300 cars on three levels with direct 
access provided to the first four floors of the building. 
There are currently 835 employed on the three lower floors of the general 
offices and the executive domain on the fifth floor. The fourth floor, main 
and visitor entrances to the building, is devoted essntially to cafeteria, 
employee lounge and other staff amenities. 
The architects guiding idea had been to create a building which would 
"literally tend to disappear, becoming one with the landscape. 11 All the 
roof surfaces are gently sloped and are, except for the fifth floor, 
49 
covered with ivy. In the design of the offices, the architects were guided 
by the principle of undefined boundaries. There are no full height interior 



































CASE STUDY Project - Johns-Manville Headquarters 
Location - Denver, Colorado 
User Area - 725,000 square feet 
Date - 1976 
Architect - The Architects Collaborative 
51 
The Architects collaborative chose to use the foothills on the site as a 
backdrop and built up against them, with the building commanding the best 
views of the valley, Denver basin and the plains. Preserving the isolated 
and delicate beauty of the environment was the foremost design objective, 
resulting in a building and parking complex that are compact for minimum 
imprint on the land. 
All expansion will be vertical. Parking for 1,000 cars is in covered 
terraces carved into the hill behind the building, reached by an entrance 
under the structure. Additional parking on the roof is reached by helix 
ramps at either end of the building. 
The building is in two longitudinal parts, separated by a skylit gallery. 
The 800-seat cafeteria gently slopes down four levels beneath a dramatic 
sloping roof. Adjacent to this are employee services such as a drugstore, 
barber shop and other facilities. 
52 
The office layout is a completely open plan with circulation on the interior 
of the building at the light well. Only half of the employees get the view 
of the plains which is a shortcpming along with the distance of the parking 






CASE STUDY SUMMARY 
54 
After examining these three facilities, it is obvious that there are several 
elements common to all three which should be used in the design of the Simmons 
Company Corporate Headquarters. 
• Building and parking does not impose on the environment by using existing 
land forms. 
eThe dining facility is a completely different experience from the office 
areas. 
eMajor office areas are in direct contact with the landscape. 
ecirculation is well defined with a 1 inear concept employed for maximum 
interaction between office areas. 
espatial arrangements tend to be an open plan with maximum visual seclusion 
for maximum interaction with other employees and yet have maximum privacy. 
ARCHITECTURAL PROGRAM 
55 
The architectural program which follows is a result of information obtained 
from a preliminary Simmons Company Corporate Headquarters program statement 
by Thompson, Handcock and Witte, Architects of Atlanta, and data obtained 
by contacts with Simmons employees. 
The program is divided into two parts, for each major subdivision of the 
facility: program requirements and functional analysis. 
The Simmons Corporate Headquarters will house all Simmons corporate officers, 
Simmons International LTD., national purchasing, labor relations, national 
systems, and administration. 
The headquarters is divided into four basic components: 
• 0 ff i ce Mod u 1 e 
• Reception Module 
• Support Module 
• Dining Module 
While each of these components is definitely related to each other in the 
day to day activities, they have within themselves a specific interaction 
of function. On a time and motion basis, it is felt that the primary activity 
will be generated within each module with~ secondary degree of activity 
occurring between the office, support and reception modules and finally 
those three modules having a teriary relationship to the dining module. 
56 
tt Office module - This module should be kept away from any distracting 
forces such as vehicular traffic, service, etc. It should command the 
best views of the site. The office module will have two kinds of spaces, 
the executive office and the secretaries module or work station. The 
executive offices will have an open plan with maximum visual seclusion 
and the secretaries' work station will have an open plan with minimum 
visual seclusion. 
tt Reception Module - This module should occur at a point in the building 
so that a visitor may enter into the complex and then be diverted directly 
to the office module, the support module or the dining module. This 
module should also command the primary views of the site. 
tt Support Module - This module is divided into two divisions. Support module 
A includes computer facilities, systems planning department, mail room and 
other general support functions which need to relate to the office module 
directly. Support module B which needs service includes maintenance, 
storage and mechanical need not be near the office functions because of 
the element of service. 
57 
~ Dining Module - The dining module should accolll11odate the dining room 
itself for 120 employees, a kitchen and outdoor dining areas for sitting, 
eating and viewing the landscape. It should also command the vest views 
of the site. The board room will have an indirect relationship to the 
kitchen to serve conferences. These areas should provide a distinct 
change from the office module. The experience of moving from the office 
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Module Relationships 
OFFICE MODULE The office module is divided up into operating groups within the company 
and in terms of the corporate headquarters. 
58 
Group A Chairman of Board, President, Vice President of Public Relations 
Group B-1 International Operations 
B-la Sales and Promotion 
Group B-2 Domestic Operations 
B-2a Marketing 
B-2b Promotion and Engineering 
B-2c Personnel Relations 
B-2d Purchasing 
Group B-3 Affiliated Operations 
Group B-4 Expansion Office Personnel 
Group B-5 Accounting Department 
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Figure 17 Office Module 
Relationship Diagram 
61 
OFFICE MODULE PROGRAM REQUIREMENTS 
GROUP A Chairman of the Board 750 sf 
CHAIRMAN 
PRESIDENT Ut i 1 i ty 100 sf 
VP PUBLIC RELATIONS 
President 750 sf 
Ut i 1 i ty 100 sf 
VP Public Relations 300 sf 
Support Personnel 
Administrative Assistant 200 sf 
2 Secretaries 400 sf 
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Executive Vice President Finance 
and International Operations 
Secretary/Treasurer 
Assistant Secretary/Treasurer 
Manager Insurance and Real Estate 















































































SALE AND PROMOTION 
PROGRAM REQUIREMENTS 
President Sirrmons International 
Executive Vice President Simmons 
VP Sales Eastern 
VP Sales Western 
VP Production Eastern 
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Vice President Marketing 
Technical Assistant Vice President Marketing 
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ENG I NEER I NG 
PROGRAM REQUIREMENTS 
Vice President Production and Engineering 
General Production Manager 


















































Vice President Personnel Relations 
Technical Assistant Vice President Personnel 
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Vice President Purchasing 
General Purchasing Manager 
Assistant General Purchasing Manager 
Support Personnel 












































Executive Vice President Affiliated Operations 
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OFFICE MODULE PROGRAM REQUIREMENTS 
GROUP B-4 Executive Vice President 400 sf 
EXPANSION 
OFFICE Assistant Vice President 250 sf 
PERSONNEL 
Expansion Personnel 250 sf 
Support Personnel 
Administrative Assistant 100 sf 

















Vice President Administration Operations 
Corporate Controller 
Controller Affiliate Operator 
Assistant Corporate Controller 
Assistant Controller Affiliate Operator 
National Systems Development Manager 
Chief Accountant 
Internal Auditing Manager 
Support Personnel 
5 Assistant Manager National Systems 
8 Assistants to Chief Accountant 



















I BM CENTER 
PROGRAM REQUIREMENTS 
IBM Center 
















asst internal auditing! !internal auditing 
manager 
asst chief accountant I lchief accountant 
asst national systems! !national systems 
s vp admin ope rations 
controller 
asst control r 
controller a liate 
operator 







Ma i l room Boy 
Xerox Operator 
Chauffeur 
2 Security Guards 


































SUPPORT MODULE A PROGRAM REQUIREMENTS 
Vault Archives 1000 sf 
Mail Room/Supply 500 sf 
Copy Room 250 sf 
Building Manager 250 sf 
First Aid Station 50 sf 
Toilets, Janitors, Storage 400 sf 
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FUNCTIONAL ANALYSIS 
77 
SUPPORT MODULE B PROGRAM REQUIREMENTS 
Maintenance - Indoor 250 sf 
Maintenance - Outdoor 500 sf 
Storage 400 sf 
Garage - 2 Autos 500 sf 
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FU NCTIONAL ANALYSIS 
78 
DINING MODULE PROGRAM REQUIREMENTS 
Dining Area 7000 sf 
Kitchen 1500 sf 
Cafeteria Manager 400 sf 
Board Room 1500 sf 
Foyer 500 sf 
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PROGRAM SUMMARY OFFICE MODULE 
Group A Chairman of Board, President, 
Vice President Public Relations 2600 sf 
Group B-1 International Operations 2500 sf 
Group B-la Sales and Promotion 2600 sf 
Group B-2 Domestic Operations 750 sf 
Group B-2a Marketing 1100 sf 
Group B-2b Promotion and Engineering 1000 sf 
Group B-2c Personnel Relations 1000 sf 
Group B-2d Purchasing 1400 sf 
Group B-3 Affiliated Operations 1100 sf 
Group B-4 Expansion Office Personnel 1100 sf 
Group B-5 Accounting Department 4150 sf 
Group B-5a IBM Center 1300 sf 
Core - Toilets, Janitors, Storage 1000 sf 
-
Total Office Module 21600 sf 
80 
RECEPTION MODULE 2500 sf 
SUPPORT MODULE A 2450 sf 
SUPPORT MODULE B 1950 sf 
DINING MODULE .J...!200 sf 
TOTAL NET 40000 sf 
CIRCULATION, MECHANICAL 6000 sf 
TOTAL GROSS 46000 sf 
BUDGET In all the available techniques for reducing the high cost of building 
these days, there are two basic drives: 
To reduce the cost of producing a certain architectural result. 
To increase productivity of a building. 
81 
Among these techniques is the idea of life-cycle costing. It makes no sense 
to achieve a lower first cost for a building at the expense of higher mainte-
nance and shorter life. 
The budget on the Simmons Company Corporate Headquarters has been set at 
$65 per square foot after researching case studies and client contact. The 
life-cycle cost should be kept down. 























~·Ill UB1d 8~!S 
uetd a~!S 















































··-· d';;; . 
Elevation o Section 1111 l 0 






























































FOOTNOTES 1. Herbert E. Meyer, 11Why Corporations Are on the Move, 11 Fortune 
(May, 1976), 253. 
2. Ibid., p. 254 
3. Herbert E. Meyer, 11 Simmons Company Likes It Down South, 11 Fortune 
(May, 1976), 255. 
98 
4. Securities and Exchange Commission Report, Simmons Company (Washington, 
1975), pp. 1-7. 
5. Meyer, 11 Simmons Company Likes It Down South, 11 p. 258. 
6. Ibid., p. 255. 
7. Ibid., p. 257. 
8. Grant G. Simmons, Jr. 11We Chose Gwinnett Because 
News, Sunday, February 29, 1976, Section C, p. 4. 
11 G • D • 1 •• • , w1nnett a1 y 
9. Ibid., p. 14. 
l O. Meyer, 11 S i mmons Company Likes It Down South, 11 p. 266. 
11. Meyer, 11Why Corporations Are on the Move, 11 p. 254. 
12. Meyer, 11 Slmmons Company Likes It Down South, 11 p. 258. 
13. Simmons, p. 4. 
14. Meyer, 11 Simmons Company Likes It Down South, 11 p. 262. 
15. Simmons, p. 14 
16. Meyer, 11 Simmons Company Likes It Down South, 11 p. 258. 
17. Simmons, p. 4. 
18. Meyer, 11 Sinmons Company Likes It Down South, 11 p. 257. 
19 . Simmons, p. 14. 
20. William Marlin, 11 Richardson-Merrell Headquarters, 11 Architectural 
Record, (February, 1976), 83. 
99 
21. 11Configurations in a Landscape," Architectural Record, (February, 1975), 
96. 
22. "Johns Manville Headquarters," Architectural Record, (June, 1973), 46. 
BIBLIOGRAPHY "A Most Subtle Layering of Architectural Light," Architectural Record, 
(February, 1977), pp. 131-136. 
"Configurations in a Landscape," Architectural Record, (February, 1975) 
pp. 96-109. 
100 
Hamlin, Charles E. "Corporate Offices," Architectural Record, (June, 1973), 
pp. 139-154. 
Hoyt, Charles. "Office Buildings in the Suburbs, 11 Architectural Record, 
(October, 1974), pp. 125-140. 
"Johns Manville Headquarters," Architectural Record, (June, 1973), p. 46. 
Marun, Wi 11 iam. 11 Richardson-Merrel l Headquarters, 11 Architectural Record, 
(February, 1976), pp. 83-85. 
Meyer, Herbert E. "Simmons Company Likes It Down South," Fortune, (May, 
1976), pp. 255-257, 266. 
Meyer, Herbert E. 11Why Corporations Are on the Move, 11 Fortune, (May, 1976), 
pp. 252-253, 272-273. 
"Richardson-Merrell Headquarters," Architectural Forum, (March, 1974), pp. 
62-63. 
Saphier, Michael. Office Planning and Design. New York: McGraw-Hill, 1968. 
Schmertz, Mildred F. 11A Low Profile for IBM, 11 Architectural Record, 
(January, 1977), pp. 141-146. 
Schmertz, Mildred F. Office Building Design. New York: McGraw-Hill, 1975. 
Schmertz, Mildred F. "Three Colleges by Gunnar Birkerts, 11 Architectural 
Record, (October, 1968), pp. 129-144. 
Securities and Exchange Commission Report, Simmons Company, Washington, 1975. 
Simmons, Grant. 11Simmons We Chose Gwinnett Because ... , 11 Gwinnett Daily News, 
February 29, 1976, Section C, p. 4. 
